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Marty Washburn 

National Account Manager-Wal*Mart 

1002 McClain Road 
Suite 108 

Bentonville, AR 72712 
1-501-464-0859 (Phone) 
1-501-484-0217 (Fax) 


To: All Regional Sales Managers 

■if . Subject: 1997 Wal*Mart, Supercenter, Sam's Club Handbook 

A Please distribute at your Annual Meeting if possible. 

..;|j ;■ 

Ladies & Gentlemen: 

.A 

This handbook has been developed for the sole purpose of assisting your people when calling on America’s 
largest retailer and second largest wholesaler. It should be used as a guide only and by nature cannot 
address all situations encountered at store level. 

We will attempt to make this a living document and notify you of changes in procedures or programs as 
they occur. In many areas of the United States your people have already started a dialogue with local 
Wal*Mart District Managers and Sam’s Club Director of Operations. This is a key first step. It is already 
, ; paying dividends and improving our business. 

Because of the sheer size of WaFMart, Inc., it is virtually impossible to get corporate programs 
implemented 100% without the support at store level. By developing a relationship with Store management 
and District Managers our people are starting to tear down the walls of resistance. To give you an example, 
only 59% of all stores participated in our March/April buydown program. The first 2 weeks of our current 
“ program have over 76% of stores participating. I anticipate this number will increase each week this year 

and with each new program in 1997. 

There are numerous success stories where RJR representatives have worked local programs with District 
Managers within the past few months, from selling floor displays to getting single pack fixtures approved 
when PM could not even sell. If we take the approach that we are the experts in the category regardless of 
our major competitor’s share-of-market and store position, we can and will positively impact RJR's 
Ai business. 

i have heard that the battles don’t always go to the bigger or stronger man, sooner or later the man 
who wins, is the man who thinks he can. 

Thanks for your support. 


Sincerely, 



cc: Maguire, Fiori, AVP’s 
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